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HANDOUT B 2 
MEMBERS BRINING IN GUESTS
This is the most cost effective way of building your membership.
People join Toastmasters because they have needs that they want to meet. Prospecting is the process of finding people in need.  Who are they, and where do you find them?  Would you agree that every member of your club knows people who would benefit from  Toastmasters training? If so, it should be easy to develop a prospect list as part of your membership campaign. 
Contact every person on that list and invite them to attend a meeting.  That’s your objective – to get them to witness Toastmasters in action so that they can make the choice of whether it is for them. 
On average, one in three guests  actually joins a Toastmasters club.   This means if your growth target is 10 new members, you’ll want to have at least 30 guests. So find those people in need, and get them to a meeting!  The objective is not to hard sell.  What the club needs is new members who will renew their membership several times.  
Four out of five new members say they first learned about Toastmasters through personal contact - with friends, relatives or co-workers. For Toastmasters, word of mouth is the best advertising. The more people in your club who talk with their friends, family and co-workers about how they have benefited by their membership, the easier membership recruitment will be.
When a member invites a friend, partner, work colleague or their boss to your Toastmasters Club they are putting their reputation with that person on the line.  Honour that stand by having a quality experience for their guest.

Each of your club’s members is involved in membership building. Two outstanding modules will help you, Finding New Members For Your Club (Item 291) and Closing the Sale (Item 292). These will help your club’s members recognize that membership building is necessary and teach them how to recruit new members.

So how to have your members bring along guests (not a guest but a number of guests over the year).  Different approaches work for different members.  Some members are naturals at inviting guests, whilst others are a bit hesitant.  Some different approaches include:

	The Soft Tap Technique

Designed by Pamela Turner DTM.   Toastmasters International  District 22.  Adapted by Murray Coutts
Because Public Relations requires interaction with others, it is simply not possible for one person to do it alone. One person has a limited sphere of influence. A group of people, all taking PR actions, can expand PR exponentially!  If you’re a Club VP Public Relations, engage every member in your club in PR.  This does not have to be overwhelming. Simply teach your club members to use the Soft Tap Technique, then praise them for doing it! It’s free. It takes very little time. It’s easy.

Step 1 - The Soft Shoulder Tap

A Soft Shoulder Tap occurs when you mention to a friend, acquaintance, or co-worker that you are a member of a Toastmasters club, that you enjoy it, and that you’re having fun.  

For example:
Have I told you that I’ve joined a Toastmasters club? I’m really enjoying myself. 

Yesterday, I gave my third speech. I’m actually starting to get more comfortable speaking in front of a group. I’m glad I joined Toastmasters.
That’s it!  Teach all your club members to use PR in this way. Advise them to use a soft approach with no nagging or pressure. The first time they mention Toastmasters, they don’t even need to ask the person to visit.  Once you’ve taught the Soft Shoulder Tap technique, begin asking club members to tell you how they are doing with the technique.  Praise members who use Soft Shoulder Taps.

You could also use this approach to share about Toastmasters through social media – like Facebook!!!

Step 2 - Tap Again Plus Invite

Next, teach your club members to begin using the Tap Again Plus Invite. Ask them to look for other openings to bring up the topic of Toastmasters.  Advise them to use fact and emotion to gently show the other person how Toastmasters can be a pleasant, beneficial experience. 

For example:

I am so excited! I gave my fifth speech today. Everyone agreed that I am definitely getting better.  

There’s a lot more I want to learn, but I’m doing better than I ever thought I could. 

You have to give presentations sometimes don’t you?   Would you like to get some tips and encouragement on giving speeches?   

Why don’t you come with me to our next meeting as my guest? Just visit a few times and see what you think.
Ask your club members to consider each brief mention to be a gentle tap on the shoulder. It might take several taps before someone actually decides to visit your club. That’s okay. It’s free and easy. Remember, the reason we are engaging in PR is to bring others to Toastmasters where they can improve their communication and leadership skills. 

Let’s do our friends a favour and begin tapping.



Membership Contests
These can work well in some clubs.  The question is whether this approach fits the culture of your club.  
It may well be that some members will be motivated by such a contest and some won’t.  That’s fine – just avoid any pressure on those who prefer not to participate in the contest.
Have a prize or prizes that appeal to your members (these can be sponsored).  
The membership contest is points based.  Suggested point allocations are:
· Bring a qualified guest to a club meeting and you gain 5 points (first visit only counts)
· If that guest becomes a member of the club, within six weeks of first attending as a guest, you gain 10 points, if later than that you gain 5 points.

· When that new member presents their Ice-breaker you gain 3 points

· When that member completes their first task from the Competent Leader manual you gain 2 points
· When that member renews at the next dues period you gain 3 points.
Conditions:  A qualified guest is over 18, not an existing member of Toastmasters and lives or works within 25 km of the clubs meeting place.
The contest is not just about getting members, but creating active members.
This material has been compiled by Murray Coutts DTM, 2010-11 Lieutenant Governor Marketing, from a range of Toastmasters Sources in District 72 and other Toastmasters Districts for use by Toastmasters Clubs.  The names "Toastmasters International", "Toastmasters" and the Toastmasters International trademarks are protected in the United States, Canada and other countries where Toastmasters clubs exist. 


